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Benefits for Community Banks

e Service existing customers who have indirect exports.

* Generate fee income, fee sharing under Delegated Authority.
 U.S. Government guaranteed loans.

 Lower reserve requirements with U.S. guarantee.

e Opportunity to grow portfolio.

» Mitigating risk with government guarantee.

» Sell loans to provide for liquidity.

* Lower capital adequacy requirements.
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Export Credit Insurance

» Coverage parameters
— Up to 180 days, exceptionally one year

 Commercial and political risks

» EXxporter policies
— Multi-buyer or single-buyer




Export Credit Insurance example

* Bio-Tech’s customer Medical Supply Inc., Mexico no longer wants to
pay cash in advance and wants 60-day terms from Bio-Tech.

« Bio-Tech approaches an Ex-Im Bank registered broker or Ex-Im
Regional Office and requests a Multibuyer-Export Insurance Policy
to insure the 60-day receivable. In the event of non payment, Bio-
Tech makes a claim on his insurance policy and Ex-Im Bank pays
Bio-Tech and then attempts to collect from Medical Supply Inc. in
Mexico.




Policies for Community Banks

 Enhanced assignment for community banks.

* Banks that wish to purchase or lend against receivables
Insured by Ex-Im Bank should ask for the enhanced
assignment.

* Provides more protection than the regular assignment.
— Bank not responsible for actions of exporter

— Bank may make claim on Ex-Im Bank




Common Mistakes

Because the Working Capital Guarantee Program is fully secured,
the losses on this program have been small and claims experience
very good.

37 claims filed out of 1,715 authorizations since FYO7.

Only one of these claims was denied and this was because the
originating bank had failed to comply with the clearly stated
requirements of the Master Guarantee Agreement.




Common Mistakes

The following are common mistakes:
— Disbursements exceed collateral

— No UCC security filings
— Material changes in loan without notification

— Missed the claim-filing deadlines (120 days)

— No naotification of events of default or other loan changes




For Further Information...

Call the Ex-Im Bank Regional Office near you:

New York:
Chicago:
Miami:
Houston:
Dallas:
Newport Beach:
San Francisco:
San Diego:

212-809-2650
312-353-8081
305-526-7436
281-721-0465
214-551-4959
949-660-1341
415-705-2285
858-467-7035




For More Information ... www.exim.gov

Augustine (Gus) Grace

Senior Business Development Officer
Export Import Bank of U.S

811 Vermont Ave., NW

Washington, DC 20751
202-565.3910

gus.grace@exim.gov
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Richard Ginsburg

Senior International Trade Specialist
Office of International Trade

Small Business Administration

Financing Your Small
Business Exporters




SBA Loan Programs for Exporters

* Export Working Capital Program

— Loans are targeted to small businesses that are able to generate
export sales and need additional working capital to support these
sales.

 EXxport Express

— SBA Export Express helps small businesses develop or expand their
export markets.




Danmar Industries, Inc.

 Danmar adds specific engineering to large air compressors for sale
to both domestic and foreign entities. We have used the EX-IM
working capital line successfully for years. We used the program in
this case, because their SBA eligibility was capped. This allowed
the company to grow and increase profitability. Today, all their lines

.

are paid to zero.

S48 PSA Nitrogen Production Package
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Testimonial

Call us at 3.5'1 999.9212
for answ ers to your
questions foday.

OmniBank engineered a
plan to help us sustain it.

As president of Danmar Industries, I knew all about
compression. I needed someone who knew all about
expansion. That's why we chose OmniBank. Our
compressor distribution and fabrication business was
growing, and so was our need for advice and financing.
OmniBank understands our business and has been
there for us with the right knowledge and tools, confidentty
guiding us through every step in the process. Today, our
relationship with OmniBank remains an important
component in our continued success.

OMNIBANK ..

Counif ori 1%,

www.omnibank.com




Gotco, Inc. and Rigs & Derricks

 Both companies have used the
export working capital lines of
credit for years. They have
common ownership — Gotco
manufactures down-hole
fishing tools and Rigs and
Derricks manufactures Rigs
and parts for them. Because
the cash outlay for materials is
high, and there are only a few
projects at a time - they need
this program to provide the
cash to complete the projects.




Use Of Proceeds

Snubbimg Unit

340,000 # Maximul

Lightweight c&ppaﬁmhiisﬂ '

Faster Rig Up and Rig Down




What If It Doesn’t Work?

 We find the agencies are very easy to work with if a problem arises.
— Waivers

— Restructures
— Extend repayment periods

— Liquidations

Gus and Richard’s previous slides on “Common Mistakes” will be your best
checklist to insure payment of the guarantee — again these are the
things bankers do every day on every loan — so feel confident that you
can do an export loan as well as any other!




Summary

o Great opportunity for community banks:
— Good income

— Mitigates risk

— Can provide CRA credit in some cases

e Good for communities:

— Provides more employment by allowing small businesses to
take larger jobs with an export component.

— Can bring new business opportunities to smaller communities
by drawing new or existing businesses to the area.




Contact Information

Julie Cripe

President and CEO
OMNIBANK, N.A.
juliec@omniBank.com




Regulatory and Risk Considerations for SBA
and Export-Import Bank Export Working
Capital Programs

Barry Wides
Deputy Comptroller for Community Affairs
Office of the Comptroller of the Currency




Topics to be Covered

« Regulatory Benefits of Loan Guarantees
* Risk Considerations - SBA Export Working Capital Loan Program

* Risk Considerations - Export-Import Bank Working Capital
Guarantee Program

e CRA Considerations




Regulatory Benefits

Loans guaranteed by U.S. government or its agencies:

* Portion of the loan that is guaranteed would be excluded
from legal lending limit calculation (12 CFR 32).

« Portion of the loan that is guaranteed would receive a
preferential capital risk weight (see 12 CFR Part 3
Appendix A Section 3(a)(1)(iv)).




Risk Issues - Export Lending

As with any new product or service, consideration should be given to
ALL risks associated with offering export financing products and

government working capital guarantee programs to customers. These
may include:

o Credit risk
e Operational risk

e Compliance risk



Risk Issues: SBA and Ex-Im Bank

 SBA serves borrowers who may not qualify for conventional loans,
so credit risk may be higher (SBA “credit elsewhere” test).

 Ex-Im Bank loans require financed products to have more than 50

percent domestic content and to exclude defense articles and
defense services.




CRA Consideration

e Loan to small business:
—  Original amount of $1 million or less

— Reported in Part | of the Call Report as either “Loans secured
by nonfarm or nonresidential real estate” or “Commercial and
iIndustrial loans”

OR
o Community development loan:
— Has as its primary purpose “community development”

— Is not reported as a home mortgage, small business or
consumer loan

— Benefits the bank’s assessment areas or a broader statewide
or regional area that includes the assessment area
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CRA Consideration (continued)

« Community development defined to include, among other things:

Activities that “promote economic development” by financing
businesses that meet the size eligibility standards of the SBA’s
SBDC or SBIC programs or have gross revenues $1 million or
less

* To be considered to “promote economic development,” activities must
support permanent job creation, retention, and/or improvement for:

Persons who are currently low- or moderate-income
OR

Businesses located in low- or moderate-income areas or areas
targeted for redevelopment by federal, state, local or tribal
governments

O



CRA Consideration (continued)

e Other loan data:
- Commitments
— Letters of credit
 References:

- Interagency CRA Interpretive Letter #762

- Interagency CRA Questions and Answers




Summary

 Additional Resources

o Speak with Supervisory Office




Questions




Questions and Answers

Push *1 on your telephone key pad to comment or ask your question
OR
Send your comment/questions by clicking on the “question icon” in

the lower right corner of your screen. Type your question/comment

in the window that appears, and click “send.”

Submitted questions will be answered as time allows.




Thank you for joining us!

interested Iin learning
about 0CG
educational programs?

Sign-up for email notifications at
www.occ.treas.gov/listserv3.htm




Evaluation Form

* Please complete the evaluation form online,

OR

e Return it via fax




endix A — Comparison of L

Ex-Im Bank
(Delegated Authority)

Single order or revolving line of credit

SBA
(Normal processing & PLP)

Same, but allows for advances against purchase orders. ==

Guarantee 90% 90%
Eligible Sole proprietorships, partnerships and Same (1-year in business can be waived based on management’s experience)
Borrowers corporations. Must be a small business.
One-year in business.
Financial Must have positive net worth. Must meet industry Ex-Im Bank minimums do not apply.

Requirements

lower quartile for 4 out of 7 key ratios.

Eligible Products

Minimum 51% U.S. product content.
No Defense products or Defense customers.

No minimum U.S. content requirement.
Defense customers and Defense products are allowed with proper licensing.

Use of Proceeds

To acquire inventory and pay for production costs;
To purchase goods for resale; Delivery of
services;

To support Stand-by Letters of Credit with
reduced (25%) collateral.

Same

Collateral

First priority security interest in export inventory
and accounts receivable; Personal and corporate
guarantees; Assignment of Letters of Credit or
Foreign Credit Insurance (if applicable).

Same

Loan Amount

Five Levels of Authority for Lenders ranging from
$1MM to $10MM per exporter & from
$10MM to $150MM aggregate per lender.

Borrower limits:

$5.0 million maximum loan amount

$3.75 million maximum guarantee (The Small Business Jobs Act of 2010 increases this to $4.5 million
through 12/31/2010)

No limit per lender.

Application Fee

$100.00

None

Other Fees

For loans less than $2MM:
6 months: 0.75% (lender retains 0.50%)
12 months: 1.50% (lender retains 1.25%)

0.25% guarantee fee (of the guaranteed amount) for a 12 month loan. Fee waived for 13 month to 3
year loan through 12/31/2010 (ARRA and Small Business Jobs Act of 2010).

0.55 basis points ongoing fee per annum charged to lender as with all SBA 7(a) loans (based on
monthly balance).

Lender may charge additional fees as deemed appropriate.

Field Examinations

Semi-annual at Borrower’s cost

None required

Interest Rates

Negotiable with Lender

Negotiable with Lender
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endix B — Exam

le Costs for a Loan under each Guarantee Program

ABC, Inc seeks a $1 million working capital loan from First National Bank to support a large contract for its
growing export business. The loan will be for one year, and will be paid off with the customer payment upon
receipt of goods. The full loan amount will be drawn down at closing (and will be outstar’l_gin for the f

Ex-Im Bank
(Delegated Authority)

SBA
(Normal processing & PLP)

Total Loan Amount

$1,000,000

$1,000,000

Guaranteed amount

$900,000

$900,000

Interest Rates

Negotiable with Lender

Negotiable with Lender

Bank fees to borrower

Negotiable with Lender

Negotiable with Lender

Application Fee to
Agency

$100.00

None

Other Fees

$13,500 from borrower to agency as an upfront
fee, lender retains $11,250. This fee can be
reduced for very low risk borrowers

$2,250 guarantee fee paid to SBA by borrower.
$4,950 paid by lender ($412.50 per month, assuming the full balance is drawn and held for the entire
year)

Field Examinations

Semi-annual at Borrower’s cost

None required




Resource Guide

e EXxport — Import Bank of the U.S. :
— Working Capital Guarantee Program:

— Export-Import Bank Country Limitation Schedule:

List of countries in which the Export-Import Bank has placed
limitations on the extent to which it will support transactions.

« Small Business Administration (SBA):

— Export Working Capital Program:


http://www.exim.gov/portals/lender/index.cfm
http://www.exim.gov/products/work_cap.cfm
http://www.exim.gov/tools/country/country_limits.cfm
http://www.sba.gov/
http://www.sba.gov/financialassistance/borrowers/guaranteed/7alp/EXP_WORK_CAPITAL_7A-LOAN-PROG.html
http://www.sba.gov/financialassistance/borrowers/guaranteed/7alp/EXP_WORK_CAPITAL_7A-LOAN-PROG.html

Resource Guide (continued)

« National Export Initiative

— Obama Administration plan to double U.S. exports over the next
five years. Details may be found at:

 US Export Assistance Centers
— US Export Assistance Centers (USEACS) can help exporters set up
export operations. They are staffed by representatives from SBA, Ex-Im
Bank and other government institutions involved with supporting US
exporters. Lenders can use USEACs as a resource for their customers

working to initiate or expand their export operations.



http://www.export.gov/nei/index.asp
http://www.sba.gov/aboutsba/sbaprograms/internationaltrade/useac/index.html
http://www.sba.gov/aboutsba/sbaprograms/internationaltrade/useac/index.html

Resource Guide (continued)

e OCC's BSA Webh Resources:

— BSA High Risk Designations, OCC Alerts, FINCEN Advisories,
and OFAC Lists: Includes BSA guidance and lists of countries
and individuals identified by government agencies as associated
with terrorism, illegal drug trafficking, money laundering or other

ISsues.

 FFIEC BSA Anti-Money Laundering Handbook: This handbook is a
useful source of information on developing an appropriate BSA/AML
program, conducting effective risk assessments, and managing risk.
It provides clear explanations of terms commonly used when
speaking about BSA and anti-money laundering activities.



http://www.occ.gov/BSA/BSAmain.htm
http://www.occ.gov/BSA/BSAHighRisk.htm
http://www.ffiec.gov/bsa_aml_infobase/default.htm
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